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| New INDUSTRIAL Ap Campaicn TARGETS SAFETY DIRECTORS 





A Red Wing Shoe Company industrial ad campaign featuring 
WORX™ was recently launched targeting industrial safety directors 
and other industrial choosers. The ad campaign was created to increase 
awareness and relevance of the Red Wing Shoe Company’s broad safety shoe 
offering, including our range of shoe prices such as the value priced WORX 
footwear collection. 


The ultimate goal of this ad campaign is to boost your sales by establishing 
more industrial accounts where local dealer support is needed to help outfit 
workers from these new accounts in Red Wing and WORX footwear. 


The WORX ads are now appearing in both manufacturing and hospitality 
industry trade journals. This campaign concept targets the safety director with a 
humorous safety message to get their attention, followed by this footwear safety 
message: “You can’t always protect employees/workers 
from themselves. But you can keep them safe and more 


comfortable in WORX™ by Red Wing Shoes”. 


Red Wing Industrial Government Service 
Administration (GSA) ads have also been created 
following the same campaign theme to target 
Government Safety Directors in GSA publications. 
These ads were designed to increase our GSA contract 
awareness and attract more government workers who 
wish to purchase Red Wing footwear with their P-card 
at participating Red Wing GSA dealer stores. 
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The above ad campaigns 
will run through May 04’. 


REMINDER: RED WinG SHOE BRAND - INTERNET POLICY 





Recently, we have experienced dealer questions regarding the use of 


our Red Wing brand on the internet. Our Internet policy and the 
distribution and promotion of Red Wing branded product is as follows: 


Our current distribution policy does not allow Red Wing branded product to 
be sold via electronic commerce. There are no exceptions. Red Wing Shoe 
Company’s trade names and trademarks are the possession of the Red Wing 
Shoe Company and cannot be used as part of your web site address (domain 
name), in whole, in part or in combination. These names and marks are as 
follows, Red Wing Shoe Company, Inc., Red Wing Shoes, Red Wing Shoe, 
Red Wing, Red Wings. Trade names and trademarks can be used on your 
home page so search engines will pull up your site when a person uses the 
word in a search. Only product photos may be scanned from our catalogs to 
be used on your web pages. Other photos used in the catalog are limited to 
printed catalogs only and do not extend to use on the Internet. You will be 
responsible for any user fees or penalties assessed by the artist/photographer if 
you use the photos without permission. Your store name must be visible on 
every screen or page on which our trade names or trademarks appear. This 
includes pages that could be printed by a viewer. The RWSC advertising 
department must approve all web sites using any of Red Wing’s trademarks 
and trade names. We will review the quality of the images, the way in which 
the trade names and trademarks are being used and copy of taglines associated 
with our brand image. All approval requests should go through Elaine 
McDonnell at Red Wing Shoe Company at (651) 385-1244 or e-mail 
elaine.mcdonnell@redwingshoe.com. If you have any questions about our 
Internet policy for the Red Wing Brand, please contact your sales 
representative or Peter Engel at (651) 385-1768, peter.engel@redwingshoe.com. 
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New Motorcycle Boot COLLECTION 





New Motorcycle Product Guide Available 


Red Wing is preparing to launch a 
new Motorcycle boot collection with 
its traditional commitment to service 
and product excellence. As you 
know, we have been providing boots 
for the toughest jobs by providing 
uncompromising quality, legendary 
durability, and unrivaled comfort. 
Now we’ve done the same for the 
motorcycle world with a motorcycle 
specific, rider-focused collection of 
high performance biker boots. 

The collection, sized for men and 
women, will be available the first 


quarter of 2004. 


You can review the new Red Wing 
Motorcycle Boot collection featured 
in the new Motorcycle Product 
Guide. After reviewing the materials, 
we are confident you’ll agree we 
have created an outstanding 
collection, smartly designed for the 
market, and made with the highest 
quality materials. Now you have the 
opportunity to compete for the 
motorcycle enthusiasts boot market, 
one of the fastest growing lifestyle 
categories in the United States. 
Contact Customer Service at 
1-800-538-5647 and ask for your 
Motorcycle Product Guide, item 
#94310, (limit one guide free). 


Your Sales Representative will be 
calling on you soon with the new line, 
or you can call your representative to 
schedule an appointment. 


Note: See page 2 for details about the 
Spring Motorcycle Boot Selling Program. 
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SEVEN STEPS TO SELLING - STEP 6 


In the last five issues of Retail News we 
talked primarily about the physical and 
mental preparation necessary for a day’s 
or a career’s worth of selling (Step 1). 
We’ve stressed the importance of a good 
attitude, knowing your competition, 
preparation and first impressions. We 
stressed the importance of how you greet 
and listen to a customer, and qualify your 
customer (step 2 & 3) and sell your 
product (Step 4). Next we went over how 
to present the appropriate style that will 
fit someone’s need as you Fit/Present The 
Product (Step 5). Now we are prepared to 
discuss how to Advise/Overcome 


Objectives (Step 6). 


Step 6 Advise/Overcome Objectives 
Why “thinking it over” is really not the idea. 


If you followed the previous steps to 
selling, the “magic sell” or mutual 
satisfaction should occur. There are times 
though, when your customer may come 
up with reasons to put off what he or she 
intended to do after you have fitted and 
presented the features and benefits of the 
best style of boot or shoe for that individual. 


How do you turn a moment of customer 
indecision into an affirmative action? 
First, remember the customer came to 
you wanting to buy something; otherwise 
he/she would have left your store by now. 
As a matter of fact, most people don’t like 
taking up too much of a salesperson’s 
time unless they are serious about making 
a purchase. Keeping that in mind, use 
your listening skills to learn more about 
their objections, then respond with phrases 
to motivate that customer into buying. 


Such objections may include: 

“T am more comfortable with another brand.” 
Find out why and reiterate the value and 
difference in features, benefits, 
technologies, etc. your footwear has to 
offer. “It’s too expensive.” Make sure that 
you are showing the value of the purchase. 


Your sale is not a sure thing. All you can 
do is listen well to the customer, continue 
to provide footwear information that is 
relevant to his/her needs, attempt to 
overcome their objections, and do your 
best to find a way for people to buy boots! 
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Boost YoOuR FALL SELLING SEASON Momentum 






Now that fall is here, and the weather is changing do you need to review your 
fall selling season checklist to further boost your sales? Here are some checklist 
items to consider: 


¢ Have I placed enough advertising to maintain steady store traffic? 
e Are my fall store merchandising and displays efforts working? 


e Have I reviewed my inventories to ensure I have the right mix of inventory available? 
If so, have I replenished those orders? 


¢ Do I have enough accessories on-hand? 


¢ Do I have enough of the popular Muscle Shoe product on-hand to meet fall 
consumer demand? 


¢ Have I hired any new store associates and completed training for them? 
e Am I capturing customer database input information accurately? 


¢ Have I had an appropriate staffing schedule for the heavier customer traffic, or do I 
need to make adjustments to the scheduling calendar? 


Don’t Forget About Your Industrial Accounts 


¢ Have I contacted my current industrial contracts to thank them for their business and 
see if any new hires need footwear? 


e Have I reviewed industrial safety prospects to determine which safety accounts need 
to be contacted to explain the features and benefits of our shoes and boots, plus the 
advantages of our footwear programs? 


¢ Do I have enough industrial catalogs on-hand to review with my account contacts or 
prospects? (Note: new industrial catalog available 11/1/03). 


The above checklist is just a sample of what can be done to boost your fall sales. Being 
prepared with a steady advertising schedule, supported by a staff with outstanding 
customer service and selling skills, along with footwear and accessory inventories that 
meet consumer demand is the key to maintaining your selling season momentum. And 
good industrial account management can lead to additional sales this season too. Hurry! 
Make any necessary fall selling season adjustments today that can help increase sales! 


NovemBER 30TH MARKS 2004 SPRING SELLING PROGRAM ORDER DEADLINE 
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Hurry! Take advantage of our special 2004 Spring Selling programs for Red Wing, 
WORX, and the new Motorcycle Boot collection. See program details below: 


Red Wing Spring Selling Program 


The Red Wing Spring Selling Program offers additional co-op dollars when you purchase 
72+ pairs of footwear or more. All orders must be received by November 30, 2003 and 
the funds will be available in March 2004. 


WORX™ Spring Selling Program 


Don’t miss out on this WORX selling opportunity. If you act now to diversify your 
product offerings with the many value priced WORX styles built for specific occupations, 
you will receive your choice of additional WORX POP or ad dollars. Order now to 
receive a discount on your order of 36 pairs or more, and receive additional marketing 
dollar funds. All orders must be received by November 30, 2003. WORX POP will be 
shipped January 2004 and WORX ad dollars will be available February — April 2004. 


Red Wing Motorcycle Boots Selling Program 


Take advantage of this exceptional Motorcycle Boot selling opportunity to broaden your 
product offerings and compete for the motorcycle enthusiast boot market. Order now to 
receive a discount on your order of 48 pairs or more, and receive additional marketing 
support materials! All orders must be received by November 30, 2003, and your 
marketing support materials will be available in January 2004. 


For further details on these Selling Programs contact your salesperson today! 








. | New WORX™ Safety Glasses 
New WORX™ Safety Glasses, which 


provide uncompromising style in protective 
eyewear, are now available. The Full wrap around safety glasses 
with curved Polycarbonate anti-fog/anti scratch lenses, combined 
with seamless front and side protection provide a great add-on 
sales opportunity that meets ANZI Z87.1 CE EN166 


requirements. Don’t miss out an additional sale, place your 
orders today. 


Stock No. Lens 


95222 Clear 
95233 Smoke 
95224 Amber 
95225 Cool 1/0 Mirror 
95226 Silver Mirror 


Wholesale 


$50.00/DZ 
$50.00/DZ 
$50.00/DZ 
$50.00/DZ 
$50.00/DZ 


Per Pair 


4.17 / Pair* 
4.17 / Pair* 
4.17 / Pair* 
4.71 / Pair* 
4.71/ Pair* 


* No Co-op. 





Multi-Functional Red Wing Gloves Available 


Looking for another value-added sale? Consider 
these new Multi-functional Red Wing gloves, 





which can be worn for work, sport or dress. These gloves come 
in Medium, Large, and X-large sizes, and are nice items to have 
on hand for the upcoming selling season. 


Cowhide Unlined Gloves 


The Cowhide Unlined Glove features a premium smooth grain 
Cowhide leather with an embossed Red Wing logo. A classic 
glove for work, whether on the job or for those weekend tasks 


around the home. Item #95250 — (Gold), $27.00 /3 Pair Pack, 


non-coopable. 


Buckskin Unlined 


The Buckskin Unlined Glove features premium smooth grain 
deerskin leather with an embossed Red Wing logo. Another 
classic glove for work, sport or dress. Item #95252 — (Black) 


#95256 — (Carmel) $38.85 /3 Pair Pack, non-coopable. 


Buckskin Lined 


The Buckskin Lined Glove features premium smooth grain 
deerskin leather with an embossed Red Wing logo, and provides 
extra warmth and protection from the elements. 


Item #95254 — (Black) #95258 — (Carmel) $43.50 / 3 Pair 


Pack, non-coopable. 


Contact your sales representative for more information about 
these accessories or call Customer Service at 1-800-538-5647 to 
place your orders today! 








INDUSTRIAL CATALOG making it 


ADDRESS CHANGES 
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The 2004 Industrial 
catalog will be 
available Nov. 1st. 





it easy for 


The new 2004 Industrial catalog will be 
available to dealers November Ist. The catalog 
features the Red Wing and WORX brands, 
and can be ordered through Red Wing 


customer service, item #94018. 


New SHOE InpuUSTRY PoOINT-OF-SALE SYSTEM 


Looking for a new Point-of-Sale (POS) system for your shoe store? We might 
just have the answer for you. The Red Wing Shoe Company has committed 
itself to replacing and implementing a new POS system to help better 
manage our day-to-day retail shoe business. To replace the old system, we 
have built a customized Retail Information Management System (RIMS) 
specifically for the shoe retailing industry. The new system is currently 
deployed at over 325 Red Wing company-owned and dealership stores. 


RIMS has been designed to better support how you gather, transfer, analyze, 
and report retail sales, inventory, and customer information. The research 
behind the design has been developed so that you can best analyze sales, 
track inventory, and of course sell more shoes. 


Contact your salesperson to learn how to sign up for RIMS, or look for 
future mailings regarding the RIMS sign-up process. 


FALL 2003 SELLING PROGRAM PoinT-OF-PURCHASE DELIVERED 


The Fall Selling Program Service Casuals O.T. Comfort Guarantee and 
Muscle Shoe Insulated/Waterproof POP materials have been delivered. In 
addition, all rebates for these programs have been processed. If you have 
damaged materials, or other problems with your POP materials contact 


Customer Service at 1-800-538-5647. 


New Wes Discount CouPON FoR FALL 





A new “Fall Sale” Web Coupon offer is now live on the internet to 

help drive new customers to dealers participating in web discounts. 

The web coupons feature the same price discounts as our current direct mail 
postcards featuring $20 off any regular priced Red Wings, $15 off any regular 
priced Muscle Shoes, and $10 off any regular priced WORX, Vasque, and 
Irish Setter footwear. Customers will be able download and print a coupon to 
use when purchasing a new pair of boots or shoes, “At Participating Dealers 
Only”. The coupon can be identified with a “w” for web in the bottom left 
corner. This coupon will be valid from now until November 1, 2003. If you 
aren’t signed up for this feature, and would like your store to be shown as a 
participating dealer in future Red Wing and WORX internet offers, please 
call Clare Pavelka for a sign-up form at 651-385-1104. 


RETAIL TRAINING PROGRAM 


Take advantage of Red Wing’s Retail training program 
specifically designed for shoe store managers. Certified 


Fat, Direct MAIL 





| Fall direct mail postcards have been designed to reach customers and Red Wing trainers present valuable information about how 
prospects with a Fall Sale or Waterproof/Insulated message. to offer consistent customer service and selling excellence 
Participants of the Fall direct marketing campaign qualify for Red Wing’s 50% that increase sales. In addition, you can use the class training 
co-op offer. If you didn’t participate, don’t miss out on the next direct mail manual to teach these important service and selling 
opportunity. Be sure to keep in touch with your sales representative to find techniques to your store associates. 
out when the next direct mail opportunity will arise. Direct questions and/or To learn more about local Retail Training, or to schedule a 
feedback to Jane Sturges at 651-385-1808, or jane.sturges@redwingshoe.com. training session, contact your District Retail Manager, your 


sales rep or email retail.training@redwingshoe.com. 


To obtain your Store Manager Training Manual contact 
MEDIA LIBRARY Red Wing Customer Service and ask for item #94062. The 
Need help with creating ads for the fall selling season? If so, check out Red cost $100, and is 50% co-opable. 
Wing’s Media Library, your tool for downloading everything you need to 
complete an ad. If you need help downloading photos, logos, or boot images 


contact Clare Pavelka at 651-385-1104. Listed below are the passwords to get \ | OJth Rye NN) cm OlUkyne) 47m) ie ae 33 
into Media Library by Brand: 






The Retail Department received many letters of 
User Name: RWSCredwing Password: redwing . appreciation from customers all over the United 
User Name: RWSCvasque Password: vasque States this summer. The customer service award 

Dicer Names RW SC ectice Peceqonds <cutce committee reviewed the letters and selected winners who will 
receive a $50.00 gift certificate to the restaurant of their 
choice. Congratulations to our winners mentioned below, and 


If you need help in navigating the site please call Clare Pavelka at 651-385-1104. thank you for your exceptional customer service! 


User Name: RWSCworx Password: worx 


July - Bonnie Burks - Vancouver, WA 
August - Leslie Whittaker - Hackensack, NJ 
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